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RËADING CHARACTER AT SIGHT 



LESSON TWO 



THE THINKER, THE DOER 
AND THE ENJOYER 



CHAPTER I 
THE MAN OF BRAIN AND NERVE 

Reading character at sight îs just observation and common- 
sense. 

Many people could read character much better than they 
do if they would only take a little pains — do a little carefui 
looking and thinking. 

You hâve learned enough just from Lesson One to make 
a startlingly correct reading of a stranger before an audience, 
and yet you read the convex and concave profiles correctly 
thc very first thing you did — ^before you had studied the les- 
sons at ail. Perhaps this was the very first time you had ever 
gîven any thought to the différences in people's profiles and 
their meaning. 

But when you did gîve the subject a little thought, you 
very quîckly saw the truth. 

This is just what I am tryîng to drive home — that every 
one who has seen and known people has enough stored-up 
facts about them to enable him to read character at sight îf 
hc would only sort his facts and give a little attention to thc 
différent types of people. 

You know, în a gênerai way, that there are several différ- 
ent types of human beings, but did you ever try to classify 
them? You could easily do ît if you tried. 
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Thiee Diffoent Rinds ol Work 

For example, dîd yovL ever consider that, !n the great worid 
of work, some people do the thinking, studying, writîng, 
recording and calculating; that others do the building, carry- 
ing, operating, digging and fighting; while still others direct 
the énergies of the other two? 

Thèse arc three very différent kinds of work, Each must 
bc done by a type of man well fitted for it. 

If you are by nature a mental worker, you can neîther suc- 
ceed nor be happy as a manual laborer. If you are gifted 
wîth natural aptitude for engineering and construction, you 
will be badly handicapped if you try to make your living as 
a teacher of Greek. 

If you are an employer, you do not want to sélect men for 
office work who would do much better as fo^'emen and super- 
Intendents. 

You hâve seen many a business tragedy resuit from puttîng 
into the executive chair a man who was far better fitted to 
work at a lathe or at an engine. 

So you see how well it pays to get thèse people înto thcîr 
right jobs. 

But they will get înto the wrong jobs. They choose the 
wrong kind of work for themselves, and evcn employers o£ 
expérience put them înto the wrong places. 

And yet it îs easy to tell just which is which at sight. You 
can do ît yourself right now without a word of Instruction. 

You Now Read Chaiacter at Sight 

I will prove ît. 

Look at Figures 22, 23 and 24. 

Which man îs a natural brain worker? 

Which one is best fitted to work with his hands? 

Which belongs to the executive type? 

Of course! Easy, isn't it? 

Just common-sense. 
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Figure 23 works with his head, because his head is bîg 
and his body frail. 

Figure 24 works with his hands, because his bones and 
muscles are large and strong. 

Figure 22 directs the work of the other two, because he îs 
too stout for hard raanual labor, too fond of good times and 
good Company to shut himself oiï alone for hard study, and 
because he is génial, practical and poised enough to get 
others to do things for him. 

How the Thinker Looks 

But let us look a little more closely at our mental worker. 

His head, as you see, is somewhat large for the size of his 
body. His forehead is high and wide, but his jaw, chin and 
the lower part of his head generally are small. His chin is 
usually pointed. This gives his face a triangular shape, broad 
above and tapering to a point below. To put it in another 
way, this makes his head somewhat pear-shaped, with the 
large end up and the small end down. 

This man*s body is frail. His bones are small and his 
muscles slight. Tîis shoulders are narrow and somewhat 
sloping. His features are finely chiseled, and his hands and 
feet are usually small and slight. His hair is also very fine, 
and there usually is not very much of it. 

Physical Traits of the Thinker 

This man's braîn and nervous System are unusually well 
developed, while his muscular and bony System and his diges- 
tive System are not so well developed. 

As a resuit of this, he is inclined to be nervous, perhaps 
somewhat irritable, and to hâve a rather high-pitched voice. 

On account of his nervousness, his movements are likely to 
be somewhat jerky and quick. 

Naturally, he is not strong physically and bas not much 
phj^sical endurance. 
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It îs a matter of scîentific knovvledge that this man's in- 
testines are some ten to twenty fect shorter than those of 
the man whose strongest physical point is his digestive and 
nutritive System. So that you may always be able to identify 
and name this type of body build, let us call it the Mental 
Type. 

This foregoing description fits the extrême type of thinker. 

A symbol for this t>T)e of man can be taken from the 



shape of his face ; thus : 




And his équation would be: 
Thinker 



Mental Type = 






Now, as I mention the traits of this type of man, you will 
doubtless recognize them at once. You hâve known plenty 
of people just like this. 

Character Traits of the Thinker 

1. Studiousness. — Even as a child, this type of person 
shows his préférences very strongly. He prefers his books 
and his studies to games and sports. 

2. Physical Frailty. — He may be what is known as a great 
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reader, or he may excel in the study and classification oî 
flowers or insects. Ail his life long his greatest pitfall will 
be his lack of physical strength and endurance, and for this 
very reason a tendency to negl<*ct his health, not to takc 
cnough exercise, not to get out of doors enough, not to eat 
properly and get enough relaxation and rest. 

3. Intellectual Bent, — If a man of this type is of high 
grade and secures a good éducation and good training, he be- 
comes a thinker, a reasoner, a research worker, an author, a 
scholar, a lawyer. In other words, he is best qualified to 
enter some profession or business or some department of busi- 
ness or industry requiring high class intellectual work. 

A large proportion of, but not ail, educators, preachers, 
philosophers, scientists and artists are high grade, educated, 
trained men of the thinker type. 

4. P radical or Theoretical, — Recall what you learned in 
Lesson One about the man with the convex profile, or con- 
vex upper-concave lower. He is practical, he is înterested 
in facts, he wants to know what is what, and how things are 
done. 

Now add to that what you hâve learned about the thinker, 
and you will readily make the combination. If the thinker 
is convex, or convex upper-concave lower, then he is more in- 
terested in scientific lines, or in practical affairs, than in 
îdeals and théories. 

The concave, or concave upper-convex lower, you learned, 
îs interested in théories, in reasons, in relating cause to effcct. 
He is more interested in "why," than he is in "what" and 
"how." 

How to Know a Scientist From a Philosopher 

5. PhilosophicaL — For this reason, the thinker type, îf 
concave, is more likely to be a philosopher, a preacher, a 
teacher, a lecturer, a reformer, a poet, or if in the business 
world, a maker of plans and schemes. 
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Figure 28 
Mental Type 
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reader, or he may exccl in the study and classification oî 
flowers or insects. Ail his life long his greatest pitfall will 
be his lack of physical strength and endurance, and for thîs 
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Look up the portraits of as many famous scîentîsts and 
philosophers as you can find and note the différence in their 
form of profile, and also that many of them are of the 
thinker type. 

6. Scientific. — ^Among scientists are Lord Kelvin, Stein- 
metz, Elisha Gray, Curie, Roentgen, Haeckel and Huxley 
— ail convex or convex upper-concave lower, and ail more 
or less of the thinker type. 

Among philosophers are Franklin, Herbert Spencer, Berg- 
son, Schopenhauer and Horace Mann — ail concave or plane, 
and ail considerably of the thinker type. 

Mental Détail Workers 

7. Capûcity for Mental Drudgery. — Men who are not so 
marked in their abilities and talents as those at the top of 
the ladder, or who hâve not received so thorough an éduca- 
tion or training, and who are still of the thinker type, do the 
world's mental détail and drudgery. 

They are clerks, retail salesmen, accountants, proof read- 
ers, copy readers, stenographers, draughtsmen, designers, esti- 
mators, photographers. They do the détail calculation and 
figuring on engineering work, record and classify data for 
research workers, are attendants in libraries and art galleries, 
school teachers, music teachers, private secretaries, social 
workers, and oftentimes render such personal service as den- 
tistry, chiropody, manicuring, barbering, etc. 

Tragedy of the Untrained Thinker 

8. JJnfitness for IMlanual Labor.—When a man or woman 
of the thinker type for any reason fails to receive éducation 
and training for mental work his case is a tragedy. 

He is too frail for hard physical labor. He hâtes it. He 
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Because he hâtes this kind of work, and because he is not 
strong énough, he does not succeed. He lags behind hîs 
fellows. He tires out quîckly. So he eîther quîts or gets 
"fîred." He drîfts from one job to another, and may bc out 
of work a good deal of the time. 

Havîng a great deal of natural braîn power, unused, he îs 
in great danger of turning ît to making a living wîthout 
workîng. Thîs îs the t>'pe of man who "lîves by hîs wîts." 
You hâve seen such people. 

In my studîes in jails and prisons I hâve seen many of thîs 
type who hâve been convicted for forgery, swindling, petty 
thîevîng, picking pockets, . ofïerîng worthless checks, and 
other crimes of stealth and scheming rather than boldness 
and force. 

Many of thèse hâve fallen into evil ways, sîmply because 
they could not earn a living by manual labor and were not 
well enough educated and trained to earn a living by mental 
work. 

How the Thinker Should Prépare for Life 

People of thîs type should get just as complète and useful 
an éducation as possible. 

Parents with children of thîs type hâve a very important 
duty. It may mean some sacrifices. But it will pay in the 
end. No child of this type ought to be taken out of school 
because he can earn a few dollars a week in a factory or on a 
farm. Given a chance, he may make a fortune with hîs head, 
but he cannot earn a good living with his hands. 

Teachers owe it to their pupîls of this type to encourage 
them to prépare themselves for a professional career of some 
kind. 

Employers hâve a double incentive for puttîng the man of 
the thinker type into the right kind of job and giving him 
the right training. 

In the first place, it is the employer's duty to the man. It 
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is not only an unkindness, but an injustice to put a fra3 man 
or boy at some work requiring physical strength or endurance. 
Such a man will not only fail at the work, but his failure will 
still further discourage him and drive him still nearer to the 
boundary of crime. 

In the second place, such a man, properly placed, and prop- 
crly traîned, may develop into an asset of the highest value 
to the business in w^hich he is engaged. 



CHAPTER II 

THE MAN OF BONE AND MUSCLE 

In contrast with the pictures of men of the mental type 
study those of Lincoln and Grant (Figures 29 and 30). 

Lincoln is tall, angular, raw boned, with large hands and 
large feet. 

Grant is short, stocky, with broad square shoulders, and 
also with large hands and feet. 

Study the faces of the two men. They are similar in this 
respect: both hâve square jaws and rather high cheek bones, 
which gives the whole head and face a rather square and 
angular appearance. 

Lincoln and Grant represent the two leading types of the 
doer, the man of activity and motion, the man oi bonc and 
muscle. One is tall and angular, the other short and stocky, 
but both are square-built. Review the careers of thèse two 
great Americans and you get a very clear insight into the 
characters of men of this type. 

Lincoln is known as the "rail splitter." As a young man he 
did tremendously hard, strenuous, prolonged physical work 
on a farm, on a canal boat, as a soldier, and as a surveyor. 
He waa also a wrestler, a jumper, and a long distance 
pedestrîan. 




Figure 31 
Motive Type 
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Grant also did a great deal of hard, strenuous physical 
labor on a farm and on a canal boat. He was a wood 
chopper, a farmer, a tanner, a horseman and a soldier. Grant 
also loved athlctic sports, especially horseback riding. 

How the Doer Looks 

This man îs square-built. His face is square, so are his 
shoulders, and his hands. His frame is bony and muscular, 
his hands and feet large. Clearly, his symbol ought to be the 



square 



His équation then would be : 



Doer= 





Motive Type = 



Traits of the Doer 

I. Love of Activity and Motion. — ^The doer not only lîkes 
activity and motion for hîmself, but he is usually passionately 
interested in anything that moves. He is the man that has 
undertaken the moVîng of everythîng that has moved on the 
face of the earth, 

He îs therefore interested în agriculture, mining, forestry, 
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transportation, raîlway building, the construction of every 
kind of bridge, dam, canal and édifice. 

His love of motion also makes him a driver, a horseback 
rider, an automobilist, an aviator, an engineer. 

His désire for physical activity makes him an explorer, 
sailor, soldier and athlète. 

He excels in hunting, fishing, baseball, football, golf, tennis 
and ail other kinds of outdoor sports and games. 

He digs into the earth and mounts into the air on high 
buildings, towers, balloons and airplanes. 

2. Love of Machinery, — His love of motion also gives him 
an intense interest in every kind of machine. He builds them, 
invents them, opérâtes them, repairs them. 

As a boy, he wrestles, leaps, climbs and rides. But he is 
als9 interested in machinery and construction. He builds 
play houses, dams, water wheeels, engines, toy automobiles, 
and ail other kinds of machinery. 

3. Capacity for Manual Labor. — ^This type of man, the 
docr, the lover of activity and motion, the man of bone and 
muscle, is one of the easiest types to observe and study be- 
cause he is found in great numbers among ail men who work 
with theîr hands or operate machinery. He is found else- 
where, too, as you will learn a little later. 

Love of Freedom 

4. Demand for Space. — ^Thîs man's love of motion and 
activity makes him demand space and elbow room. He docs 
not like to be confined or restrained. His sphère of action 
must be wide and high. 

The four walls of an office, the narrow confines of a desk, 
the cramped quarters of a store, the quiet and inactivity of a 
school room, ail make him dissatisfied and restless. 

Thîs demand for space and physical freedom on the part 
of the doer has t^\'o significant results which you must always 
remember in dealing with him. 
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5. Dislike of Study. — In the first place, the extrême type 
of man of bone and muscle does not like study. Hard mental 
concentration on books is too confining for hîm. There is 
not enough motion about it. He grows physically stale very 
quickly if he is compelled to keep it up for any length of 
time without enough physical exercise. 

For this reason, the boy or girl of this type grows restless 
and dissatîsfîed if shut up too much with books and teachers. 
Such children want to give up school at an early âge and get 
a job or go travelling. This simply means that without 
much éducation they are condemned to do nothing but physi- 
cal or manu al labor for life. How much better to combine a 
good deal of activity with schooling, such as manual training, 
mechanics, nature study out of doors, agriculture, horticul- 
ture, etc. 

The Stuff of Liberators 

6. Love of Liberty. — ^The second characteristîc resultîng 
from this love of space and freedom is a passion for mental, 
religious and political freedom, or liber ty. 

Practically ail of the world's great spiritual and political 
liberators were and are of this type. 

You hâve already seen how Lincoln, the great emancipator, 
was typically a man of action, of bone and muscle; how 
Grant, the great soldier, who fought for liberty, was also a 
man of this type. 

To this type, or modifications of ît, also belong Wash- 
ington, JefiEerson, Wilberforce, Gladstone, William Lloyd 
Garrison, Wendell Phillips, John Brown, Lafayette, Kos- 
suth, Rousseau, Kerensky, Foch, Pershing, Roosevelt, Wilson, 
Wood, Mrs. Pankhurst and a host of others. 

Labor unionism, a movement for the freedom of thosc who 
Jabor, had îts începtîon among hand workers. 

Remember then that thîs type of man îs îndependcnt and 
liberty loving in thought and in action. 
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He îs înterested în mo.tion, activîty, building, construction, 
transportation, explorîng and fighting. 



CHAPTER III 

THE MAN WHO ENJOYS HIMSELF; THE FAT 

MAN 

Did you ever see a fat man beggîng? 

I never saw but one, and he was drunk. 

And I will tell you why. 

The fat man naturally loves the good things of life — good 
food, good clothing, a comfortable bed and surroundings, and 
leisure. If you you want to go where good food is served, 
foUow the crowd of fat men. 

Sînce this type of man loves good things he îs înterested 
in them. He studies them. He concentrâtes his mind on 
them. 

While the man vi'^hose assets are ail above his ears îs în- 
terested în îdeas, ideals, plans, ambitions, and while the man 
of bone and muscle is înterested in games, sports, building, 
and traveling, the fat man is înterested în his three square 
meals a day, a warm house and a cozy bed. 

Why the Fat Man Knows How to Make Money 

Now ail three men know that it takes money to get the 
things they need and would enjoy having. 

But the thinker îs înterested in his studies and so gives 
money only secondary considération. 

The worker îs înterested în his digging and building, in 
Tunning a hundred miles an hour, climbing five miles înto 
the air on an airplane, so he has not much timc or thought to 
dévote to money matters. 
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Tlie fat man, however, sînce he knows ît takes money to 
get the things he wants, dévotes himself pretty thoroughly to 
money. 

He studies it, he làtov^ its value, he learns how to make it, 
he leams how to handle it, to make it work for him, to make 
it grow. 

Why the Fat Man Has Calm Judgment 

The fat man, when in good health, is comfortable 
physically. 

He does not siiffer from the high nervous tension and 
physical frailty of the thinker. 

Neither is he driven on by the great physical restlessness 
and désire for motion and activity of the worker. 

Thereîorc the fat man has poise. He can ponder things 
and render calm judgment. 

His comfort and good feeling make him génial and good- 
natured. He attracts others, he gets them to do things for 
him. He supplies them with money in the form of wages or 
loans. In this way, he profits by the efforts of the thinker 
and the doer. 

He gets the thinker to search the mater ial universe for 
facts, to make inventions, discoveries and plans. 

He carries thèse plans and inventions to the doer, and gets 
him to put them into opération. He is well paid for his 
trouble. And he deserves it. What would the other two do 
without him? 

The Fat Man Likes to Handle Goods 

Because he is interested in food, the fat man knows what 
is good to eat, and is more capable of supplying palatable 
and nourishing food than a man of any odier type. He is 
therefore often a butcher, baker, grocer, chef, hôtel or 
restaurant proprietor. Because he is interested in the other 
necessities and luxuries of life, he is also a merchant, an imr 
porter, an exporter, a miller, a food manufacturer. 
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How the Fat Man Looks 

Physically the fat man needs little description. Typically, 
his head is small in proportion to his body and is pear-shaped, 
but with the small end up and the large end down. His 
cheeks are round and full, his lips rather fuU, his neck thick, 
his chest and shoulders heavy and often round, his abdomen 
large, his hands, feet and limbs round and well filled out 
with fat. 

He is inclined to be rather inactive physically, and ap- 
parently does not require so much physical exercise as either 
the thinker or the doer. 

Physiologically it has been determined that the intestines 
of the man of this type are from ten to twenty feet longer 
than those of either the thinker or the doer. No wonder he 
has a splendid digestion and that he not only enjoys good 
things to eat, but assimilâtes them and puts on flesh. 

Because of this abundant vitality of the fat man, we shall 
cali his type of body build the vital type. 



Since he is so round, 
his sj'^mbol is the circle. 



So his équation îs: 
Enjoyer 




Vital Type = 
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Traits of the Fat Man 

Mentally, the average fat man îs not very keen on abstruse 
subjects, does not care much for théories, doesn*t delve very 
deeply into scientific and philosophie study, and is not much 
given to "isms." 

Where\'^er you fînd a crowd of radicals and fanatics to- 
gether, you will almost always fînd a crowd of lean and 
hungry looking people. 

The fat man may be — and often is — a very braîny man. 
You will soon learn how to tell whether he is or not. 

1. Sensé of Values. — ^The fat man has a keen sensé of 
values, usually good practical judgment, and a good sensé 
of justice. 

2. Geniality. — Socially, the fat man likes good fellow- 
ship and a jolly good time, usually with plenty to eat and 
drink as a part of the entertainment. 

Go wherever men congregate together for social fellow- 
ship, the club, the saloon, the men*s café and restaurant, and 
you will fînd a very large proportion of those présent belong- 
îng to this type. 

3. Political Sensé, — Since the game of politics, as it îs 
usually played, dépends very largely upon the ability to make 
friends and to handle people successfuUy, both as individuais 
and in the mass, you fînd the fat man very prévalent în 
politics of every grade. Hc may not always be an office 
holder, but go into any city whîch is ruled and controlled 
by a boss, and you will fînd that the man sittîng behind the 
throne and pullîng the strings is usually a man of large girth 
and heavy jowls. 

It is not for nothing that the cartoonists, those shrewd ob- 
servers of life, nearly always represent the professional poli- 
tician as a fat man. 

4. Financial Sensé, — ^Wherever there is sîght and sound 
of money, there you will fînd the fat men gathered together, 
whether it is in banks, in brokers' offices, on the stock, grain 
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and produce exchanges, in treasurerships of corporations, in 
promotion schemes and in ail kinds of spéculation. 

Observe, however, that in most cases it is the frail men 
and the muscular men who do the speculating, while the fat 
man sits at the receipt of customs and handles their deals for 
them. 

No other type of man îs so well qualified to look out for 
himself along material lines as the fat man. 

5. Self-Indulgence, — His greatest handicap is his tendency 
to self-indulgence. If he does not curb this, he is in great 
danger of becoming too corpulent, which not only slows him 
up physically and mentally, but shortens his life. 

It is stated by insurance statisticians that no really fat man 
lîves to be eighty years old. 

In the great scheme of things, the thinker furnîshes us 
with our ideas, the worker does the physical work of the 
world, while the fat man furnîshes us widi our money, food, 
clothing and homes — also with most of our government. 

Each, therefore, has his place, and each îs entîtled to his 
due reward. 

1*he mental, the motîve, the vital — thèse are the three 
types or éléments of body buîld. Thcy represent large de- 
velopment, respectîvely, of the braîn and nervous System, the 
bones and muscles, and the dîgestîve System. 

But sometîmes you see two or more éléments well de- 
veloped in the same man. I wîU tell you about thèse com- 
bînatîons in the next four chapters. 



CHAPTER IV 
THE ENGINEER: THE DOER, WITH A BRAIN 

Look at the man în Figure 34. 

He is a good combination of Figures 23 and 24, îs he not? 

He has not only the wide, high forehead and large well- 




Figure 34 Figure 35 

Mental-Motive Type Mental-Motive Type 




Figure 36 Figure 37 

Mental Type Mental-Vital Type 
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developed head of the thinker, but he has thc square jaw, 
large nose and high cheekbones of the doer. 

He has not only some of the delîcacy and refînement of 
appearance and of buîld of the thinker, but he also has thc 
square shoulders and well-developed bones and muscles of 
the doer. • 

What has happened ît îs easy enough to understand — thc 
man of bone and muscle has developed a brain. 

Sînce he îs a combînatîon of the mental and the motîvc 
types of body build, we shall call hîm the mental-mothre 
tj^pe* His symbol is a combination of the square and the 



triangle; as, 




Hîs équation is: 
Engineer 




^»r 





Mental-Motive Type 




Novv when the doer of physical work acquires a bîg, active 
brain, it is natural enough that his brain should go on work- 
ing wîth tools, machînery, building, ships, railroads, battles, 
and lîberty. 
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The Mental Side of Physical Work 

So heuses hîs braîn to învent new machincry, new and 
better ways of doing things. 

Edison, Marconi, the Wright brothers, John M. Brown- 
ing, Elias Howe, Alexander Graham Bell and many other 
inventors are of this type or modifications of it. 

Instead of a carpenter or bricklayer, he becomes an archî- 
tect or construction engineer ; instead of a digger of ditches 
and canals, he becomes a hydraulic engineer; instead of a 
machînist or operative, he becomes a mechanical engineer; 
instead of a lineman or bell hanger, he becomes an electrîcal 
engineer. 

This type of man is often found in manufacturing, ad- 
vertising, selling and directing the opérations of ail kinds of 
buildings, machinery, ships, locomotives, bridges and other 
products of the worker. 

Or the man of bone and muscle who has developed a brain 
may get cven further away from the actual work. He may 
be a writer on technical subjects, a teacher in a collège of 
engineering, a war correspondent, a strategist, a professor of 
the science of agriculture, or even an artîst making pîctures 
of buildings and machinery. 

He Loves and Works for Liberty 

Having ail of the love of freedom of the man of activity 
and hîotion, it is natural that a man of this type should be 
especially interested in freedom of thought and freedom of 
political action, so he is the orator, the writer, the pleader, 
the agitator, and oftentimes even the scientist and philosopher 
who dévotes his entire thought and energy to religious, poli- 
tical or intellectual freedom. 

Need for Physical Activity 

If it is a tragedy for the typîcal man of bone and muscle 
to neglect his éducation, it is even more disastrous in the 
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case of this man. With his natural mental faculties and 
his ambition, he would never be satisfied with a mère manual 
worker*s job. 

Another danger whîch this type of man needs to avoid 
is too close confinement and not enough exercise. The body 
of a man of this type needs activity. If he does not get it 
în his wdrk, then he ought to get ît in games or sports. The 
doctors* oflSces, the sanitaria, are fuU of men of this type 
who hâve neglected physical exercise until their bodies, which 
were naturally created for motion and activity, rebd and 
they hâve to pay the penalty. 

Need of Financial Ad vice 

This type of man also frequently needs a compétent finan- 
clal adviser. 

Inventors and engineers are notorîously indiffèrent to 
money matters, and often incompétent to handle them. Of 
ail the millions of dollars* worth of "wild cat" stocks and 
bonds sold in this country every year, probably the majority 
is taken by men of this type. Such men should either leave 
ail their investments to a thoroughly reliable banker or invest 
în gilt-edge securities only. 

Of course many men of this type do not attain the height 
of great inventors or great engineers. They are engaged în 
more obscure and médiocre places, doing mental work on me- 
chanical construction, or transportation affairs, or physical 
work whîch requires mental abilîty. Or they may bc cntîre 
misfits, and may be trying to do some kînd of work for whîch 
they are not well fitted, such as either purely physical or 
mental drudgery. 

The mère fact that a man works at a job or foUows a 
profession is by no means a certain indication that he is well 
fitted for it. In fact, our expérience has becn that bctwccn 
the âges of thîrty and forty a very large proportion of men 
are trying to do work they do not like, which they cannot do 
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wdl, în which thcy are therefore unsuccessful and unhappy. 
This is a tragedy not only because of their discontent and 
failure, but because of the excellent service they might be 
doîng for themselves and for mankind if they were in their 
right places. 

Value of Self-Analysis 

You are of course analyzing yourself as you study this 
course of lessons, and learning more and more about yourself 
every page you read. 

There can be no more valuable use to which you put what 
YOVL leam hère than in this analysis of yourself and your 
talents for the purpose of learning just what you can best do 
in the great world of work. 

If j^ou are of the pure thînker type, with large head, în- 
tensely active brain and frail body, you know that you ought 
not to try to do any kind of hard manual labor, but ought 
to prépare yourself for some kind of intellectual occupation. 

If you are of the pure bone and muscle type, then you 
know that you ought not to try to do any kind of work which 
will keep you confîned many hours a day within the four 
walls of an office, but that you will be happier and far more 
successful if engaged in some more active pursuît. 

If you are a fat man, then you ought not to try to be 
either an intellectual or hard manual worker, but ought to 
give your attention to buying and selling, finance, politîcs, 
or some other occupation where you deal directly with money 
and with people. 

If you are of this combination type of thinker and doer, 
you ought by ail means to secure as thorough an éducation 
along technical or engineering lines as you possibly can, you 
ought to take up some line of work which gives you a certain 
amount of physical activity as well as mental, and at the 
same time enables you to deal in a mental way with things 
whîch move or are constructîve. 
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CHAPTER V 
THE ORGANIZER, FINANCIER OR JUDGE 

When you see a fat man with a great dôme of a head, lîke 
the one in Figure 37, where do you class him? 

Or, if you hâve never consciously classed him before, 
where would you place him now, with your knowledge of the 
thinker and the man who enjoys good things, of which types 
he is the combination ? 

Since he is a combination of the mental and vital types of 
body build, you can easily remember him as the Mental- 
Vital Type. 

His symbol, of course, is a combination of triangle and 



circle 




H 19 équation is: 
The Organizer 




Mental- Vital Type = 




The Organizer and Financier 

With that great brain of his concentrated upon money, 
he would be a captain of industry, capitalist or banker, 
would he not? He would study how to bring money, ma- 
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terîals, machinery, methods, markets and men together to 
accomplish some big thing and to make wages for the worker, 
product for the consumer and profits for the investor. Bring- 
ing ail thèse things together is organization and the man who 
does it successfully is a tnie organizer. 

Dîd you ever notice that the cartoonist always draws the 
millionaire, the capitaliste the magnate as a fat man ? 

The Judge 

Using his mental powers to settle différences betwccn 
others, guided by his sensé of justice, sustained by his natural 
poise, taking his time to weigh things carefuUy, and not being 
hurried, worried or uncomfortable, he would be especially 
likely to render a fair, impartial judgment. 

That the judge is very often a fat man has often becn 
noticed. 

Shakespeare, one of the greatest of ail students of human 
nature, said, 

"And thcn the justice, , 
In fair round belly, 
With good capon linM." 

Thîs man, wîth his power of organîzatîon and hîs natural 
ability to dcal with men is often a leader in politics, lîke 
Taft, Mark Hanna, Charles F. Murphy, Oscar Undenvood, 
Grover Cleveland, Tom Reed and many others, both big and 
little politicians. Many of them only "play politics" among 
their associâtes in a school, store or factory. What you want 
to know is not so much that he is a successful politician, as 
that he has leanings in that direction. 

PowerfuI Personalîty 

Physically, this man is endowed with grçat vîtality and 
recuperatîvc power. 

It is a well known fact that an abundance of vîtality 
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gîves courage, cheerfulness, optimism, self-confidence and 
force of character. 

Ail thèse resuit in a consciousness of power, which is a 
marked attribute of many of the men of this type. 

This consciousness of power and calm, poised courage 
naturally inspire the confidence of others. It is this combina- 
tion of qualities which so often gives a man of this type what 
is called "a powerful personality." There seems to radiate 
from him something which compels respect, admiration, 
oftentimes affection and confidence. 

Leadership and Authority 

Thèse are the qualities which make a man a leader and 
a ruler. Add to thèse the fat man*s natural instincts for 
financial affairs and for impartial justice, and you begin to' 
se'èwhy it is that, with some few exceptions, the men who 
hâve itd great movements, who hâve organized great indus- 
tries, who hâve built up great fortunes, who hâve held the 
reins of power and authority over great peoples, who sit in 
the seats of power in government, in finance and in industry, 
who are our merchant princes, are fat men with brains. 

Nor do you need to look alone at the high places of the 
earth for thèse men. Wherever organizing ability, executive 
ability, powers of leadership and financial judgment are 
needed, there they are to be found. 



CHAPTER VI 

THE RAILROAD MANAGER, THE GENERAL 
AND THE ADMIRAL; THE FAT MAN WITH 

BONE AND MUSCLE 

It is as plain as a pikestaff, of course, that if a man has 
naturally a good muscular and bony framework so that he is 
interested in activity and motion, and if in addition he has a 
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good digestive System, so tliat he likes good thîngs, and as he 
grows older he puts on flesh, he will, or ought to, gravîtate 
to positions of authority in connection with building, manu- 
facturing, railroading, shipping, soldîering, agriculture or 
some other form of activity where there is plenty of motion. 

Leaders Among the Doers 

Most fat men do not begin to grow corpulent until past 
their fortieth year. Many men who were prominent in 
athletics and other such sports in their teens and early twen- 
ties afterwards put on flesh and become athletîc managers, 
baseball managers, showmen, trainers and treasurers of base- 
ball teams and athletic associations. 

McGraw, Robertson, Stallings, Ban Johnson, Tener, 
Comiskey and others are good examples. 

This also is the class from which railway officiais are very 
largely drawn — yardmasters, division superintendents, gêne- 
rai superintendents, freight and traffic managers, gênerai 
managers, and even railroad présidents. Cornélius Vander- 
bilt, Cassatt, J. J. Hill, Ripley and many others were and 
are of this type. 

Foremen, superintendents and gênerai managers amongst 
manufacturers, executives in building and contracting, police 
officiais, railway conductors, are oftentîmes men of bone and 
muscle who hâve grown fat. 

Joffre, Foch, von Hindenburg, Ludendorfï, French and 
many other gênerais exhibit this same tendency. 

Admirai Dewey grew quîte stout in hîs later years, as did 
also Farragut. Admirais and commanders in the British, 
French and German navies many of them are men of bonc 
and muscle who hâve put on flesh. 

How the Vitai-Motive Looks 

Thèse men are not always easy to distinguish from the 
typical fat man. The physical différence between diC vwi" 
lies in the fact that this type of man shows undemeat^^ ^1 1 









Figure 38 Figure 39 

Motivc-Vital Type Motive-Vîtal Type 




Figure 40 
Théodore Rooscvelt FicuRE 41 

Mental-Motive-Vital Type Mental-Motlve-Vïtal Type 
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fat the squareness of the jaw, squareness of the shoulders, the 
large bones în the wrist and ankles, the height of the cheek- 
bones and the large, high-bridged nose, which belong to the 
motive t5'pe. 

This is the Vital-Motive Tjrpe. 



Its symbol îs a combîna- 
tion of square and circle, 



The équation is : 
The General = 




Vital-Motive Type = 






CHAPTER VII 

THE ALL 'ROUND MAN 

Hère îs one of the most interestîng men of our day — ^Théo- 
dore Roosevelt ( see page 32). 

He is adored — and hated ; cheered — and hissed ; praised to 
the skies — and cursed to the depths; looked up to as a great 
constructive and beneficent force — and feared as a great de- 
structive and dangerous menace. 

But no one can ignore him. 
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'' Hc touches the imaginations and personal interests of cvciy 
class of men. 

Study his portrait. 

See his head, big and well-developed in ail directions. 

See the square jaw and high cheek-bones. 

Sce his full cheeks and note the fullness of his neck. 

Think of what he has done and does. 

He is a deep student, a prominent naturalist, a successful 
writer of historical treatises, a correspondent and a philoso- 
pher. 

He has been a ranchman, hc is a mighty hunter. Hc has 
been a soldier, a boxer, a tennis player, an explorer, a horse- 
back rider, a wide and cxtensivc traveler, an agitator for 
liberty. 

He is a suprême executive, a capable financier, onc of 
America's most successful politicians, a great peacemaker, and 
îs held by some to be America's foremost statesman. 

He is one of the finest examples of balance among intellect, 
bone and muscle, and executive ability. 

He is a man in whom ail three of thèse éléments arc dc- 
veloped harmoniously and powerfully, not one or two at the 
expense of any other or others. 

Men of Balanced Body Build 

There are many men in the public eyc today, and havc been 
many men in the public eye in the past, who hâve a similar 
dcgree of balance. 

There is Lloyd George, the great English statesman and 
leader, who is almost as versatile in his powers and achieve- 
ments as our own Roosevelt. Clemenceau, the premier of 
France, Franklin D. Lane, onc of the ablest membcrs of 
Président Wilson's cabinet, John Wanamaker, the great 
merchant, Andrew Carnegie, J. Pierpont Morgan, and many 
others you will find who belong to this class, if you will study 
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thc portraits of the great leaders and versatile men of 
achîevement of the past and présent. 

Washington and Franklin were men of thîs type. Napo- 
léon, Cromwell, Cecil Rhodes, Porfirîo Dîaz and other great 
builders of empire were of this ail around balanced type of 
physical, mental and spiritual organization. 

This balanced type is appropriately called thc Mental- 
Motive- Vital Tjrpe. 

Its symbol is a combination of the triangle, square and 



circlc, 




Its équation is: 
All-'round-man 



Mental-Motîvc- Vital Type = 






Thèse men are great sources of inspiration. They repay 
the closest stiidy and émulation. 

Inspiration for Self*Development 

The great lesson of their lives lies in the fact that no 
matter what a man's natural endowment may bc, he can 
develop it, improve upon it, round it out. 
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Roosevelt was fraîl and sîckly in his boyhood and made 
up his mind to develop a strong, rugged physique. 

It is a simple fact that, no matter what your natural en- 
dowment may be, or how ill-balanced you may be in the 
three éléments of brain and nerve, bone and muscle, and di- 
gestive System, you need not be discouraged, you need not feel 
that you are hopelessly handicapped. 

Any man can, by détermination and application, develop 
his intellect. 

No matter how frail you are by nature, you can by simple 
living, judicious exercise, and wise rest and relaxation, de- 
velop a sturdier, stronger, more rugged physical body. 

No matter how little fînancial judgment, poise, geniality 
and ability to deal with men you may hâve by inheritance, 
you may develop ail of thèse. It is every man's duty to be as 
well nourished as he can. 

Make Use of What You Hâve 

Do not misunderstand me. 

I hâve said that the fat man normally has some tcn to 
twenty feet more intestine than the frail, nervous man. I 
do not want you to think that by any method of diet or ex- 
ercise you can increase the size and capacity of your digestive 
organs. 

I do not mean to tell you that if you are intended by 
nature to be a lean, slender man you can become a fat man. 

I do not say that by any systematic course of study you 
can develop an intellect of superior power if you hâve by 
nature only moderate intellectual endowment. 

What I do mean to tell you is, that no matter what your 
natural endowment, you can improve upon it. 

If you hâve a moderate intellectual endowment, you can 
at least make the very most and best use of it. 
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Find Your Place in the World 

But I hâve a still more hopeful method for you. 

Whatever your type, there is a place for you in the world*s 
work. There is something that you can do — and do well — 
something that you will love to do, something in which you 
will take a great interest, and the doing of which will give 
you happiness and satisfaction. 

No matter what your weaknesses, there are places where 
they will handicap you but little. 

If you are wise, therefore, you will study yourself care- 
fuUy, you will analyze ail of your talents, you will study the 
great field of vocations, of which there are now such an al- 
most înnumerable multitude. Later in this course I will 
help you to do this for yourself and for others. 

You will find for yourself a place where your very best 
and strongest qualities will come into play, where you can 
develop and use them and get the very most out of them for 
yourself and for mankînd. 

You will seek a place where your deficîencies and handi- 
caps will interfère wîth your progress as little as possible. 

Value of Knowledge About Body Build 

You may wonder why I emphasize this point so strongly 
in this particular lesson. 

It is because expérience has taught me over and over again 
that some of the most tragic failures among men is because 
they hâve not rightly estimated their capacities as indicated 
by body build. 

This may seem strange to you, after the quickness and 
ease with which you selected from the three portraits given 
at the beginnîng of this lesson the thinker, the doer and 
the man who enjoys himsclf. 

But, strange as it may seem, people do not observe, they 
do not use conunon-sense, they do not see cven as clementary 
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and easy a classification as the one which you are now leam- 
ing. 

And yet, such classifications as thèse, which anyone could 
learn to make, are amongst the most valuable possible in the 
study of human nature. 



CHAPTER VIII 

JOBS FOR MEN WHO THINK, MEN WHO DO, 
AND MEN WHO ENJOY THEMSELVES 

I might tell you to sort your men and jobs this way: 

The thinker does mental work. 

The doer — physical work. 

The man who enjoys himself — direction and supervision. 

The doer who thinks — invention and engineering. 

The fat man with a brain — organization, finance and ju- 
didal work. 

The doer who puts on flesh — executive work in building, 
manufacturing and transportation. 

The well-balanced man — ail around activity. 

You will immediately say, "That is too indefinite, too 
gênerai, too loose." And you would be right. 

A Rough Classification of Vocations 

Picking jobs for thèse différent types is not quite so simple 
as that. 

So I shall name some of the actual vocations and positions 
for which each of the différent types is fitted. 

The thinker: Advertising, art, authorship, clérical work, 
éducation, journalism, law, medicine, ministry, music, philo- 
sophy, scientific research, statistîcs, theology, secretarial work, 
stenography, retail seUing, mechanical drawing, designing, 
library service, engraving, proof-reading, accountancy. 
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The doer: Agriculture, athletîcs, construction, exploration, 
fishing and hunting, forestry, manufacturing, mechanics, min- 
ing, transportation, and military or naval service. 

The man who enjoys himself: Manufacturing, buying 
and selling food products, hôtel and restaurant, merchandis- 
ing* politics, banking and brokerage, administration and 
management. 

The thinker-doer : Advertising mechanical products, scien- 
tific agriculture, architecture, mechanical and technical art, 
mechanical and technical authorship, engineering in ail its 
branches, writing on exploration and military affairs, fishing, 
hunting and forestry; invention, journalism, law, manufac- 
turing, selling of mechanical and construction products, sur- 
gery, thc stage, mental work in connection with transporta- 
tion, military and naval afifairs. 

The fat man with a brain: Organîzatîon, promotion, 
finance, judicial work, merchandising, ministry, platform, 
politics, selling, leadership in many lines. 

The man of bone-and muscle who has grown fat: Execu- 
tive and managerial work in connection with agriculture, 
architecture, athletîts, construction, engineering, exploration, 
fishing, forestry, manufacturing, mechanics, minîng, the stage, 
transportation, military and naval opérations. 

The balanced man: Intellectual, finandal, îndustrial, 
commercial, or political leadership in some form on either a 
small scale or a large scale. 

Even this classification is very gênerai. 

If you are of the mental-motive type, I do not wonder that 
you ask, "Well, which one of that long list is the vocation 
for me?" 

Judging from body build alone, I could not tell you — ^you 
cannot décide for yourself. 

But, taking the indications of body build and combinîng 
them with the indications of other things you hâve learned 
and will leam, you can make a definite choice. 
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CHAPTER IX 

HOW TO PERSUADE THINKERS, DOERS AND 

ENJOYERS 

There îs no use wastîng your tîme în gîvîng a man facts, 
reasons or suggestions unless he îs înterested în what you 
hâve to say. 

You do not get your message over to hîm. 

In short, you do not stir up his feelîngs, and you hâve to 
stîr up a man's feeh'ngs to make him believe what you want 
hîm to believe, to make him do what you want hîm to do. 

The problem îs always to make the very first thîng you 
say or do whip up your man's înterest so that hc wîU lîsten 
to what follows and to do this you hâve to hît hîm where 
he lîves, to use a common but very apt expression. In other 
words, you hâve to appeal to that part of hîs nature whîch îs 
widest awake and most active. 

Persuading the Thinker 

For example, the thinker lîves în hîs braîn. He lîves în the 
realm of intellect, very much more largely than în any other. 

When you get hold of a man of this type, therefore, and 
want to persuade him to either belief or action, first look at 
his profile and find out what kînd of intellect he has, whether 
ît îs practical, matter of fact, keen and quick, or whether ît 
is theoretical, abstract, slow and deliberatc. 

Then you will know whether to gîve hîm facts or théories, 
whether to hit the high spots of your proposition and trust hîs 
quickness and keenness to keep up wîth you, or whether to go 
slowly and explain as you go. 

If your proposition has an artistic, educational, literary or 
scientific angle to ît, emphasize that. Show hîm that side of 
the proposition first. 

Whatever you do, be sure to show hîm that you takc ît 
for granted that hc has intelligence enough to grasp the es- 
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sentials and prindples of your proposition. In short, you can 
always interest him if you stîmulate his mental activity, or 
if you promise him intellectual pleasure of any kind. 

If he is a man who likes facts, show him how he can leam 
more facts. If he is a man who prefers théories, show him 
how he can e\'olve more théories. In short, show him thc 
educational value of your proposition* 

Selling a Thinker a Pair of Shoes 

For example, if you are selling this type of man a pair of 
shoes, and he is a man with convex form of forehead, you 
can interest him by telling him where the leather came f rom, 
how it is prepared, what are the spécial advantages of the 
kind of tanning it is given, and any other such fact. 

If he is of the concave form of forehead, perhaps you can 
theorize a bit for him. Give him something on the philosophy 
of shoes. Tell him that good observers soon learn to read 
the character of men f rom the way they wear out their shoes ; 
that a man of wîde expérience in hîring negroes once stated 
that if a negro's feet were well and neatly shod, he always 
hired him and almost never was disappointed in him, where- 
as if his shoes were very radical in color or shape, or were 
badly worn, turned over, run down, or full of holes, or lacked 
polish, he always found that negro to be a shiftless, irresponsi- 
ble, careless type. 

In meeting the mental type socîally, follow the same prîn- 
ciples. Remember that they lîve in the realm of ideas, argu- 
ments, discussions, literature, art, music, science and philos- 
ophy. Oftentimes their range of interest îs very wîde, but 
they look at whatever they may be întcrested in from thc 
intellectual angle. 

Persuadins the Doer 

When you are tryîng to sell somethîng to a man of the 
doer tjrpe, a man of bone and muscle who loves activîty and 
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motion, by ail means, if possible, put something in front of 
him that moves or works. If you are selling him a machine, 
show him the machine, or show him a model of it, or show 
him a photograph of it. If you are selling an intangible 
product, draw a diagram illustrating it. 

The arguments that will appeal to him are principally 
arguments which make him feeï that he can build or con- 
struct, that he can ride or travel, that he can explore, that 
he can fish or hunt, that he can play games of some kind, or 
witness games, that he can get out of doors, that he can hâve 
freedom and liberty, either of action or of thought. 

If you are selling this man a pair of shoes, show him how 
easy they are to walk in. 

Socîally, you will fînd this type of man lives much on 
some kind of athletic field. His social activity takes the 
form of golf or tennis or baseball or canoeing or horseback 
riding or motoring. 

If you want to entertain him, entertain him in this way. 
If you want to talk to him about something that you are sure 
wiU interest him, talk to him about the latest inventions and 
improvements in air craft, or about a new type of golf club, 
or a new kind of fîshing rod, or some especially attractive 
route for automobiling or motor boating. 



the Enjoyer 

The man who enjoys things is frequently interested in 
food, drink, cigars, land, houses, good fellowship and enter- 
tainment. 

He ha3 a vcry keen financial sensé, however, and if you are 
trying to persuade him, you would do well to talk profits to 
him. Remember that in a very large majority of cases he 
doesn't care very much about putting up his money in some 
other man*s game, but is perfectly willing to handle other 
people's money in his own game. If you want to get him 
into your game, you will hâve to let him into the inside. 
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Whatever you try to sell him, or in whatever way you try 
to persuade him, make the thing look attractive to him from 
the standpoint of physical enjoyment, or profits with which 
he can purchase physical enjoyment. 

Socially, this man is usually a hearty, génial good fellow. 
He likes to eat heartily, and he likes to hâve you eat heartily 
with him. He likes to order the food and hâve you praise 
it and enjoy it. He likes a good story and a hearty laugh. 
He is very often a joker, sometimes a practical joker, and he 
resents having people take offense at his jokes, whatever they 
may be. 

In conversation, he takes a spécial interest in food, wines, 
cigars, finance, government, politics and people. 

An Employer of the Mental Type 

If your boss is of the thinker type, show him your interest 
in the intellectual angle of the business. Find out what 
practical, theoretic, scientific or philosophical hobbies he has, 
and prépare yourself to talk with him about them. 

Be careful not to irritate this man. He is usually nervous, 
and is often most violently irritated by stupidity or lack of 
understanding. 

Remember also that he is very likcly to be idealîstic and 
to want his employées to share his ideals with him. Find out 
what his ideals are, and at least do not run counter to them. 

An Employer of the Motive Type 

If your boss is of the doer type, is a man of bone and 
muscle, of motion and activity, show your appréciation of 
his qualities by being active yourself. 

Keep a sharp eye for any mechanical improvement you 
may be able to make. You will always find him interestcd 
in it. 

Bear in mind his independence, his love of lîberty, and îf 
there is any way in which you can gîve him more tîme for 
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active moving about, you will find !t to your advantage to do 

80. 

An Employer of the Vital Type 

If your boss is a fat man, one of the best things you can 
do îs to save him steps. Wait on him. Make him com- 
fortable. Use your judgment in doîng thîs. Don't pester 
him with your attentions. Don*t be servile, but just quietly, 
in the most matter-of-fact way you can, help him to enjoy 
himself. 

Remember also that he îs înterested in profits, so if you can 
do anything to add to his profits, it îs very greatly to your 
interest to do so. 

Handling Employées of Various Types 

If you arc an employer, or an executive, thèse same rules 
apply in the management of men. 

The thinker will respond most nobly to any appeal to his 
reason, judgment and intellect, or to his idealism. 

The doer can be touched in his désire for achievement, for 
construction, for the feeling that he has done something 
worth whilc along mechanical or transportation lines. You 
can also appeal to his sensé of independence, freedom and 
liberty. 

The man who enjoys himself responds readily to good 
fellowship. An appeal to his friendship, a good meal, a box 
of candy, or cigars, or a bottle of wine, means far more to 
him than the gift of a book or a tennis racquet 

Bonuses and profit sharing also appeal more to thîs type 
of man than to the other two types, He also lîkes to be 
gîven authorîty, to be placed in an executive position and to 
bc gîven an opportunîty to direct the work of others. 

Thîs brief and sketchy revîew of the methods best adapted 
to handling thèse three différent types of men show how 
wrong is the idea that many managers seem to hâve that the 
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samc treatment will succeed wîth ail types of workers. I 
hâve seen many managers utterly disgusted because their well 
meant efforts received such ungrateful treatment at thc hands 
of their employées. 

They might hâve known, îf thcy had only used a littlc 
observation and common-sense, that not ail of their employées 
would be delighted and rendered faithful and loyal by a 
banquet or the establishment of a lunch room. They might 
hâve known also that bonuses and profit sharing would not 
appeal to ail employées alike. As a matter of fact, most men 
of the bone and muscle type would far rather hâve a regular, 
stated and stipulated wage in their pay envelopes every Sat- 
urday night than to hâve eleven dollars one Saturday night, 
twelve dollars another Saturday night, eleven dollars another, 
then back to ten again another. And they feel this way 
about it, although their regular wage may be only ten 
dollars. 

Summary of Lesson Two 

In this lesson you havc learned that; 

1. There are three very distinct kinds of workers in thc 
world. (a) Thosc who think, study, write and calculatc; 
(b) those who. build, carry, operate, dig and fight; (c) 
those who direct the énergies of the othcr two. 

2. Thèse three distinct types of workers are distinguishcd 
by their body build. 

3. The man who thinks, studîes, recorSs and calculâtes has 
a larg& head and a small body. 

4. His head is wide above anH tapers to a point at thc 
chin, giving it a triangular shape. 

5. His bones and muscles are f rail, his featurcs délicate, his 
hands and feet slenderly built. 

6. His brain and nervous System are usually well dc- 
veloped, while his muscular and bony System and his digcstîve 
System are not so well developed. 
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7. He is inclined to be nervous, irritable, wîth rathcr a 
high pitched voice, wîth quick and jerky movements, îs not 
strong physically, and bas not much physical endurance. He 
is called tbe mental type. 

8. His character traits are as follows: 
Studiousness. Physical frailty. 
Intellectual bent, Practical if convex upper, 

theoretical if concave upper; 
philosophical if concave upper, 
scientific if convex upper. 
Capacity for mental Unfitness for manual labor. 

drudgery. 

9. This man should prépare for life by acquîring just as 
complète an éducation as possible for some kind of profes- 
sîonal or intellectual work. 

10. The man who builds, carries, opérâtes, digs and fights 
îs of the motive type. 

11. The man of bone and muscle is either tall, angular, 
raw boned, with large hands and feet, or short, stocky, with 
broad, square shoulders and large hands and feet. 

12. His jaw is square and his cheek bones high, gîving his 
face in gênerai a square shape. 

13. The man of bony type loves activity and motion for 
hîmself and is usually interested in anything that moves. 

14. He likes to drive machinery and he likes to ride îast. 

15. This man has both strength and endurance, and is 
capable of hard manual labor. 

16. Because of his great activity this man loves physical, 
mental, religious and political liberty. 

17. Because of his fondness for physical activity and free- 
dom, this man does not like study and confinement. 

18. The man who likes to direct the work of others also 
enjoys physical pleasures, comfort and luxury. 

19. Because he wants thèse things, he is interested in 
money with which to buy them. 
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20. He studies money, thinks about money, knows the 
value of money, learns how to make money, and how to get 
the most out of money. 

21. Because he has money and is well fed, well clothed 
and well housed, this man has calm and usually unprejudiced 
judgment. 

22. Because this man îs interested in good things to eat 
and wear, he is usually successful in handling ail kinds of 
merchandise. 

23. Physically this man is fat, with round face and round 
body. He is the vital type. 

24. This man is, on account of his weight, rather inactive 
physically. 

25. The traits of the enjoyer are: 

A sensé of values. Geniality. 

Political sensé. Financial sensé. 

Self-indulgence. Judicial sensé. 

26. The doer with a brain is the mental-motive type. 

27. This type is the engineer type and is interested in the 
întellectual sidc of machinery, building, transportât ion, mili- 
tary affairs and agriculture. 

28. This man oftentimes has need of sound financial ad- 
vice. 

29. The fat man with a brain is of the mental-vital type. 

30. This type is the organizer, financier or judge. 

31. He has usually a powerful personality and is qualified 
for leadership and authority. 

32. The man of bone and muscle who puts on flesh be- 
comes a railroad manager, a gênerai or an admirai, or in 
some other capacity is a leader of men among those who do 
manual work. 

33. The man who has a well-developed brain, a well-de- 
veloped muscular and bony system, and a well-developed 
digestive System, so that he is well balanced in body build, îs 
the ail-round man. 
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34. This man has the mental-motive-vital type of body 
build. 

35. The thinker does mental work, the doer physîcal work, 
the man who enjoys himself directs and supervises; the doer 
who thinks is inventive and engineering, the fat man with a 
brain does organization, finance and judicial work; the well 
balanced man ail *round activity and leadership. 

36. To persuade the thinker, first détermine the character 
of his intellect, then présent to him either facts or théories, 
eîther the principal points of your proposition or full ex- 
planation, either the scientifîc, artistic or literary side of 
your proposition. In any event, stimulate his mental ac- 
tivity. 

37. In persuadîng the doer, show him something that 
Works or that he can work himself, or if you cannot do this, 
make a drawing or diagram of your proposition. 

38. Appeal to the love of freedom and actîvîty of the 
doer. 

39. Socîally the doer îs interested în ail kînds of athletîc 
games and sports, in machinery, invention and building. 

40. In persuading the enjoyer, remember his înterest în 
food, drink, land, houses, good fellowship and entertainment 

41. If your boss is of the thinker type, show your înterest 
in the intellectual angle of the business. 

42. If your boss is of the doer type, appeal to his love of 
activity, his înterest in machinery and his love of independence 
and liberty. 

43. If your employer îs of the vital type, waît on hîm, 
make him comfortable and show him profits. 

44. In handling employées, appeal to the reason, judg* 
ment and intellect and the idealîsm of the thinker. 

45. Appeal to the înterest în mechanical or transportatîon 
lînes, or the love of independence, freedom and lîberty of 
the man of the motive type. 
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46. Appeal to the love of ease, comfort and profits of thc 
vital type. 

Exercises for Lesson Two 
Analyze Yourself 

You are now ready to continue your own analysîs, begun 
in the exercises providcd with Lesson One. 

Take your position again before a mirror, or use your 
photographs. 

Are you mental, motive, or vital in body build ? 
Or are yoii mental-motive, mental-vital, vilal-motive, or 
mental-vital-motivc ? 

To détermine this, compare your own shape of face with 
Figures 22, 23, 24, 34, 37, 38 and 41. 

Are your shoulders narrow and sloping (mental), broad 
and square (motive), or rounded and heavy (vital) ? 

Or do you find évidences of a goodly development of two 
or even three of the mental, motive and vital éléments? 

When you hâve decided thèse points and hâve settled upon 
your symbol for body build, then think carefully of your 
tastes, préférences, abilities, récréations and favorite activi- 
ties. See whether or not they fit in with what you hâve 
leamed about the indications of body build. In doing this, 
remcmber that a merc întellectual intcrest in sports, or ma- 
chînery, or moncy, or polîtîcs does not necessarily mean a 
rcal inclination for thèse things. Thc question îs, do you 
simply read about thèse things and listen to people talk about 
them, or do you actually engage in sports, work with ma- 
chînery, invest money so that it makes money, or take an 
active part in politics? 

With ail this in mind, list your conclusions, according to 
your body build. 

Are you : 
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1. Studious, scientîfic or philosophical ? 

2. Fond of games, sports, machinery, building, and ac- 
tive in seeking grcater liberty for yourself and others? 

3. Fond of good food, comfort, luxury and leisure, înter- 
ested in finance, merchandising and politics? 

4. Mechanically inventive, artistic, înterested in technical 
subjects? 

5. Organîzîng, fînancîal, judîcial? 

6. Capable of directing mechanîcal work, construction, 
transportation, mîlîtary or naval activity? 

7. Studious, athletic, financial, political — ^an ail 'round 
man? 

IL Symbob and Equations 

Write and draw the symbols for the persons whose portraits 
appear on the next page, and set down, in the space desîg- 
nated, at least two vocations for which, so far as body build 
îs concerned, each is fîtted : 



ft 




Note: — In space headed "Actîvîty," write '"Iliinker," 
"Doer," etc., as thc case may be. In spacc hcaded "System,"^ 
Write "Brain and Nerves,""Bone and Muscle," etc., as the 
case may be. 



